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Maximizer great for telemarketers ' 


If you’re a sales professional ty is available nance records can be maintained which has fewer features but is a 

with access to a desktop computer ^ or writing let- with monthly or daily updates, much less expensive program that 

in your office and a laptop com- ters and merg- There is also a diary option. can be accessed in the middle Of 

puter on the road, you can now re- ing them with a ■ Payment calculations. Of spe- other programs, 

place your well-worn address book j client data cial interest to real estate profes- Another negative feature of The 

and drawers full of paper scraps jBg J§ base. Automat- sionals, the system will calculate Maximizer is that it won’t pun 
with The Maximizer. I ic logging payments, schedules and outstand- without an expensive and heavy 

Integration is the key to this keeps track of ing balances for loans. There is hard drive installed, 

program’s usefulness. The Maxi- SOmmk ' the recipients even creative financing analysis. ■ The bottom line. I keep trying 
mizer has seven interlinked parts: of each mail- Even though the program is so various desktop organizer pro¬ 
client contacts data base, “hot” ing- There are full-featured, it can be easily mas- grams to see if any can unseat 

list, dial-up quick access, personal also sample tered, regardless of experience. Prodex, but none has succeeded, 

records, letters, payment calcula- Hillel Segal letters. ’ Pop-up menus and data screens For professional telemarketing 

tions and utilities. --- ■ Quick make it easy, and on-screen help people who use their computer 

The program is powerful, but re- telephone access and dial-up. Four information minimizes reliance on mainly for tracking clients, how- 

quires dedication to use. I prefer a telephone numbers can be at- the user’s manual. At most, the ever, leaving a full-blown, inte- 

similar program — Prodex — for tached to any contact, so office, first-time user might want to get a grated program like The Maximiz- 

my day-to-day business needs. home, car and fax numbers can be quick survey of screen relation- er up and running all the time 

Here are a few of the chores referenced. A consolidated direc- ships from a handy reference card, might suit them best, 

that The Maximizer can do: tory with searching facilities al- There is also a multi-user ver- The Maximizer is available 

■ Organization of clients and lows quick access to any name and sion for networks. • from Pinetree Software Canada 

contacts in a data base. It can number. If a modem is installed, But The Maximizer isn’t memo- Ltd., Richmond, British Columbia 
maintain single or multiple con- The Maximizer will automatically ry resident and won’t “pop-up” for $195. For Prodex, contact 

tacts within a business organiza- dial numbers. Details about calls over other programs. To use it ef- Prodex Development Co., Seattle 

tion, and contacts can be grouped can be attached to notes. fectively, a computer must be ded- 98103. It costs $49.95. 

for direct mailings, telephone fol- There are also features for tele- icated to running this one pro- __ : __ 

low-ups or personal visits. An un- marketing. gram, or you must go through the Hillel Segal’s weekly column in¬ 
limited number of indexed pop-up ■ Personal records. An open- hassle of closing an application eludes evaluations of gadgets, 

notes can be associated with any ended appointment and planning program and starting up The Max- small-computer hardware and 

business contact. calendar tracks appointments and imizer every time you want to use software, seminars and books de- 

■ Mass mailings. A simple utili- describes activities. Personal fi- it. That’s why I still prefer Prodex, signed to enhance productivity. 





